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1.0 EXECUTIVE SUMMARY 
 
Background. Since 2002, ACPNS has been surveying professional advisers to affluent Australians 
intermittently to seek their views and experiences around client and personal philanthropy.  Why?:  
because professional advisers on finance, wealth management, law, accounting, taxation, estate 
management and beyond are an important nexus with people who have the capacity to channel 
significant funding into community need.  This survey is not sponsored by anybody but we continue 
to run it because overseas experiences particularly suggest professional advisers can be very much 
part of the philanthropic ecology and could be a larger force in philanthropy growth in future. 
In some countries a range of vehicles exist that help people channel their giving, usually in 
convenient and/or tax advantageous ways.  More discussion is evident currently in Australia on 
expanding the ways people can give, spurred by initiatives such as the Prime Minister’s Community 
Business Partnership focused on more and better giving.  There is also active work afoot by 
Philanthropy Australia to instigate a course to assist advisers interested in better identifying and 
serving philanthropically inclined clients. Thus this fourth survey in our series is set against a 
changing philanthropy backdrop.  However, the overriding sense is little has changed since the 
preceding survey in 2008. 
11 headline findings: 
 Similar to previous years, most advisers reported discussing philanthropy with less than 10% 
of their high-net-worth (HNW) clients.  
 A slight gender difference emerged with female advisers seemingly more open and 
interested than male advisers to approach this subject.  
 A little more than one-quarter of advisers have personally developed a philanthropic 
strategy for at least one HNW client, while nearly one-third of all advisers surveyed do not 
expect the topic to arise. 
 When philanthropy is discussed, advisers tend to mention the topic first.  
 Some measures are slightly down from the last survey in 2008: 
o  Slightly fewer advisers see philanthropy positively, believe it adds to quality of life 
and personally can afford to be philanthropic. 
o The desire to discuss philanthropy with affluent clients is slightly dampened and 
slightly more concern is evident about such a conversation affecting the client 
relationship  
 One in five advisers report discussing philanthropy from the beginning of the relationship 
with the client. 
 A slight increase is evident in advisers not feeling well informed about their clients’ 
philanthropic activities and interests, with around half of advisers reporting this.  Only a 
small percentage (4% of female advisers and 5% of male advisers) feel well informed about 
providing philanthropic assistance. 
 Results were mixed when it came to the support from the advisers’ organisations and 
professional associations. Most advisers felt that they do not have the support from their 
professional association to discuss philanthropy. Conversely, only 39% report not receiving 
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assistance in the form of resources, information and other support from the professional 
association.  
 Around 60% of all advisers indicated that it was difficult to find experts on this topic in their 
organisation. 
 A third of advisers indicated that discussing philanthropy is accepted in their organisation 
but this has decreased from more than 40% in 2008. Furthermore, around 30% of advisers 
reported no real support for advisers wanting to discuss philanthropy (compared to 22% in 
2008).  
 As with previous years, the major constraint identified in providing philanthropic advice was 
around being unsure how best to advise in this area. Information packs or guides were 
highlighted as the most useful type of resource and most advisers wanted these to focus on 
options for philanthropic structures. 
Overall, this study suggests a slight shift away from advising affluent clients on philanthropic 
matters. It also highlights some perceived lack of organisational and professional association support 
and the feeling of many advisers that they do not have the expertise yet to advise in this area. These 
results provide thought fodder for advisers, their organisations and sector bodies. 
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2.0  INTRODUCTION 
 
One of the problems in our society is that…it really is difficult to know where to put the 
money [for a charitable purpose]; that it’ll get somewhere. 
     A high-net-worth male (Madden and Scaife 2008b) 
We know that professional advisers in law, financial planning or other financial services can and do 
help affluent clients follow through on their philanthropic goals. Substantial charitable giving 
throughout a person’s lifetime or beyond is often channelled through formal structures such as 
Private or Public Ancillary Funds and typically involves some form of professional advice. If a client’s 
goals include charitable giving, any professional advice about financial planning, investment/wealth 
management, wills and estates or tax will need to at least take those goals into account.  
On three occasions since 2002, the Australian Centre for Philanthropy and Nonprofit Studies (ACPNS) 
surveyed professional advisers on their opinions about philanthropy, in general, and about their 
willingness and ability to assist clients as part of their service.  No claim can be made that these 
studies are generalizable to the whole population of advisers. However, past survey respondents 
plot a promising trend for more and more advisers to discuss the topic of philanthropy with their 
high-net-worth clients, albeit with a fair degree of caution about making philanthropic advice part of 
their service (Madden 2004, 2009; Madden and Newton 2006). 
This latest survey builds on this base to ask whether professional advisers are now more comfortable 
including philanthropy in their suite of services? If not, why not and what would help?  
2.1 What do we know already?  
Nonprofits need 
funding 
Nonprofits report an ever increasing demand for services amid an 
environment of tighter government budgets (Deloitte 2012). Their needs for 
support have never been greater.   
 
Advisers can 
help donors in 
a number of 
ways 
Trends such as more visible giving by young affluent individuals and more 
focus on tailored giving to particular areas (e.g. the environment, Indigenous 
needs) suggest that high-net-worth individuals want to give more to 
charitable causes and would benefit from professional advice to do so.  Areas 
where advisers could contribute include: assistance in planning a bequest; 
being confident about financial security; ensuring financial investments reflect 
personal values; estate planning; transferring assets (and charitable values) to 
the next generation; establishing appropriate structures for giving; and 
reviewing plans and structures already in place (The U.S. Trust and The 
Philanthropic Initiative 2013; Scaife et al. 2012; The Family Wealth Alliance 
2012).  
 
For some donors, advice about the tax implications of charitable giving might 
play a significant part of their decision making. One 2013 survey of high-net-
worth individuals found that  48.3% of donors said they would give the same 
amount if there were no tax deductions, while 41.7% would give ‘somewhat’ 
less and 8.7% would give ‘dramatically’ less. This appears to be a shift to pre-
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GFC levels. In 2009, a greater percentage of donors suggested they would 
decrease their giving than maintain current levels if they no longer received a 
tax deduction (Center on Philanthropy 2010).  
 
People who are already involved in giving would like to be more transparent, 
strategic and formalised in their approach, and better at assessing the impact 
of their donation for the cause they are committed to helping (Coutts Institute 
and Lilly Family School on Philanthropy 2013; Wales 2012; and, in regard to 
PAFs, Williamson 2015).  High-net-worth entrepreneurs are tending to seek 
more innovative models of philanthropy, such as social ventures, or projects 
with ‘blended’ financial and social returns (Baker and Moran 2011; Charities 
Aid Foundation 2013).  There is also some evidence that high-net-worth 
individuals prefer a multi-disciplinary, integrated service and, as big users of 
technology, want more of their professional advice services delivered via 
online or digital channels (Scorpio Partnership, Ambit Wealth Management 
and SunGard Banking 2012).  
 
Above all, potential clients want their advisers to recognise their specific 
individual needs and values (Scaife et al. 2012; Madden and Scaife 2008a). In-
depth interviews with Australian high-net-worth individuals about their 
philanthropic advisory needs illustrates the importance of a professional 
relationship built on trust, personal connection and a deep understanding of 
the client’s interests. Donors preferred to maintain control over their affairs. 
Advisers, donors thought, can ‘value-add’ by offering expertise donors have 
not gained throughout their successful business careers, and providing 
informed ideas and access to specialist research. The convenience of the 
advisory service was also important, with some donors noting their positive 
experience when different professions had worked together to coordinate 
their advice (Madden and Scaife 2008b). 
 
Women 
donors have 
specific needs 
The significance of women’s involvement in philanthropy continues to be 
emphasised in the literature (see, for example, Shaw-Hardy et al. 2010; Kou et 
al. 2014; Mesch et al. 2011; Mesch and Pactor 2016; Mesch et al. 2006).  
There are clear patterns in the different preferences between women and 
men in how they engage in philanthropy and how they use professional 
advisers in making giving decisions (Center on Philanthropy 2011).1  There are 
also gender differences in clients’ perceptions about risk, about an adviser’s 
credibility and their willingness to follow the advice given (Gino, Shang and 
Croson 2009; Soderberg 2013). 
 
Wealthy people 
seek advice 
before giving 
(sometimes) 
There are many areas where professional advisers can provide their services 
in relation to a client’s charitable goals. How often do people actually use 
advisers? Surveys of high-net-worth individuals or households support the 
notion that professional advisers may be consulted before charitable giving 
decisions are made.  For example, the US Trust Study of HNW philanthropy 
found that of those who consulted an adviser prior to making a donation, 
49.2% of high-net-worth households surveyed consulted with nonprofit 
personnel, 45.5% with a financial or wealth adviser and 44.5% with an 
                                                          
1
 For example, HNW women are more likely to have a strategy and/or a budget for their giving than men. HNW women 
also tend to be more risk averse in their philanthropic investing than men and are more likely to consult with financial or 
wealth advisers in relation to charitable giving compared to HNW men (Center on Philanthropy 2011). 
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accountant (Lilly Family School on Philanthropy 2014). The use of accountants 
has decreased since 2009 where 67.5% of high-net-worth households 
consulted an accountant prior to making a charitable giving decision. 
Conversely, the use of nonprofit personnel has increased from 24.1% in 2009 
to 49.2% in 2013 (Lilly Family School on Philanthropy 2014). Interestingly, 92-
94% of these consultations in 2009 were initiated by the client (Center on 
Philanthropy 2010).  
 
There are 
reservations 
about advisers 
re financial 
matters 
Several factors could discourage people from seeking professional advice 
about their financial matters in general. Daniell and McCullough (2013) 
suggest people have been disheartened by advisers’ investment results, fee 
structures, aggressive sales techniques and the lack of “insights…creativity or 
understanding” (p333). Studies that specifically ask people who make 
charitable donations suggest that, of all the professions, people are most 
reticent to use and trust financial advisers. This is particularly in light of 
evidence that self-managed investments achieve higher net returns than 
investment accounts managed by brokerage and banking firms (Soderberg 
2013; Lachance and Tang 2012; Scaife et al. 2012; Hackethal, Haliassos and 
Jappelli).  
 
Advisers have 
reservations 
too 
International studies suggest that advisers feel reticent to give advice about 
philanthropy because of a number of concerns: that this type of service will 
not generate revenue, be too time-consuming, involve a long learning process 
and pose litigation risks (Summit Trust Company no date).  Some advisers 
view the provision of advice about philanthropy (or giving wealth away) as a 
conflict of interest with providing advice about creating or sustaining wealth 
(Summit Trust Company no date; Scaife et al. 2012). Perhaps advisers do not 
feel they have a legitimate role in such personal matters as a client’s 
charitable giving (Winer 2013; Johnson 2005).   
 
Professional 
institutions 
can 
‘legitimise’ 
practices 
On the subject of legitimacy, past research has highlighted the role of 
institutions, such as professional associations, in influencing organisations’ 
practices (Powell and Steinberg 2006). For example, Farndale and Brewster 
(2005) argue that professional associations in the human resources field play 
“a legitimising role...in establishing a specialist body of knowledge, regulating 
practice and providing a source of internal and external identity for 
practitioners” (p33). Professional associations also have an important 
educator role (Johnson 2005).  
 
A growing 
Australian 
market for 
philanthropic 
advice? 
Not surprisingly, donors report that the market for philanthropic advisers in 
Australia is still developing, and that there is a lack of expertise and focus on 
actual grant-making advice and an inconsistent quality of service. Both donors 
and advisers recognise that providing advice about philanthropy is a 
specialised field requiring unique knowledge and skills (Scaife et al. 2012).  
Helpfully, a range of overseas, profession-specific publications now feature 
articles about advising clients about philanthropy, including the benefits of 
doing so (e.g. as a good business development strategy, see Kuzmeski 2011) 
and providing specific ‘how to’ instructions (e.g. Sibary 2010; SEI Private 
Wealth Management 2013). 
  
Opportunities In the U.S., where there is wider acceptance of professional advisers’ role in 
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for resources 
and support 
for advisers 
their clients’ philanthropy, there is a greater range of resources and support 
available to advisers. For example, there is an accredited training course (the 
Chartered Adviser in Philanthropy program) and two new professional 
associations for professional philanthropic advisers.  However, the support is 
yet to be fully developed in other countries. Wymer, Scaife and McDonald 
(2012) note that “philanthropy is missing from the constellation of services 
emphasised in certification for [Canadian] financial planners” (p366). Previous 
Australian surveys of advisers point to the most useful types of resources and 
support needed to provide quality services relating to philanthropy.  These 
include information about philanthropic options, case studies, developing 
trends and sample documents (Madden 2009).   
 
So the existing research on this topic indicates that professional advisers – if they are willing – have 
some way to go in order to meet their high-net-worth clients’ needs relating to philanthropy.  
2.2 Aim of this study 
This latest Study of Professional Advisers in Australia assessed the current views of Australian 
professional advisers about philanthropy, and the extent to which they are including advice about 
philanthropy in their suite of professional services for high-net-worth clients.  
Specifically, the study asked:  
 What role do professional advisers play in helping Australia’s high-net-worth individuals to 
donate to charitable causes?  
 What are the reasonable limits to professional advisers’ roles in advising clients in this area?  
 What are the constraints and barriers to providing philanthropic advice to clients and how 
might these be overcome? 
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3.0 RESEARCH APPROACH 
3.1 Overview 
This study was designed to build on Dr Kym Madden’s previous work on the topic of professional 
advisers’ opinions about philanthropic services. We used the same survey and methodology as the 
2009 study, with minor alterations, to enable an examination of trends over time.  
3.2 Definitions 
Professional 
adviser 
Professional advisers in this study were people advising clients about issues 
such as tax, accounting, financial planning, legal matters, estate planning, 
trusts, banking, wealth management or other medium- to long-term financial 
matters.  Professional advisers were defined the same as for the 2008 study, 
which targeted people, usually holding a formal finance-related or legal 
qualification, who are paid by clients to assist in what is broadly described as 
planning, or medium- to long-term use or investment of assets (Madden 
2009).  
 
High-net-worth 
clients 
In this study, ‘high-net-worth clients’ were clients with more than $AUD1.2 
million in investable assets outside primary residences.  
On the advice of subject matter (wealth management) experts, we did not 
include an alternate condition that was part of the 2009 study’s definition of 
high-net-worth: that clients could be high-net-worth if they earned an annual 
taxable income of at least $100,000. Experts considered this was too low a 
threshold.  The surveys conducted in 2005 and 2002 had much higher 
thresholds: in 2005, the definition was assets of at least $2.5 million or an 
annual taxable income of at least $250,000; in 2002, relevant levels were over 
$2 million in assets and over $500,000 in taxable income (Madden and Newton 
2006; Madden 2004). 
In other studies, the definitions of high-net-worth vary widely, sometimes for 
comparability with specific previous or overseas studies. Other recent ACPNS 
literature defines ‘high-net-worth’, or ‘affluent’ individuals variably as those 
with over $5 million in assets (Madden and Scaife 2008b), those with annual 
taxable incomes of at least $100,000 (Madden and Scaife 2008a). Overseas, 
‘high-net-worth’ individuals have been defined as holding assets of at least $1 
million, excluding the principal residence (Capgemini and RBC Wealth 
Management 2013; Wymer, Scaife and McDonald 2012), and with annual 
household income of at least $200,000 (Center on Philanthropy 2010, 2011).  
The U.S. Trust and The Philanthropic Initiative (2013) preferred a higher asset 
threshold of at least $3 million, noting that 24% of advisers surveyed preferred 
clients to hold liquid assets at this level before engaging in charitable giving.  
Philanthropy As for the previous study, philanthropy was defined here to mean financial 
gifts of some substance (subjectively defined by the donor) to charities or 
nonprofits.  
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3.3 Study design 
Participants 
Some 269 completed responses were received.  
3.3.1 Materials/measures 
The survey was conducted online using Key Survey. Many of the questions were taken from the 
previous survey (conducted in 2008) in order to examine trends over time. The survey questions can 
be found in Appendix A.  
3.3.2 Procedure 
Participants firstly completed questions regarding their current state of HNW clients and their 
discussions with them regarding philanthropy. They were then asked about why people engage or 
do not engage in philanthropy. This was followed by the Importance of various motivations and 
constraints in advising clients. The advisers were asked to describe their own expertise to give 
philanthropic advice as well as list any resources they believe would aid them in providing this kind 
of advice. Finally a series of questions around their own opinions of philanthropy, their motivation to 
discuss philanthropy, and the organisational culture around providing philanthropic advice were 
examined before various demographic details were collected.  
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4.0 RESPONDENT PROFILE  
4.1 Overview 
Most survey respondents were male, aged 30 – 59 years and based in Queensland, New South Wales 
or Victoria. The most common professional role was a financial planner or financial adviser.  
4.2 Gender 
In 2014/15, nearly 80% of all respondents were male. Some 4.1% chose not to report their gender. 
Female advisers were slightly down from 2008 but up in number from 2002 and 2005. 
 
Figure 1. Gender of advisers across years 
4.3 Age 
Nearly 80% of respondents were aged between 30 and 59 years; less than 5% were under 30 and 
17.2% were 60 or older (see Figure 2). Male advisers tended to be older than female advisers with 
43.9% of male advisers being 50 years or older, compared to 38.5% of female advisers. Furthermore, 
34.6% of female advisers were under 40 years, compared to 20% of male advisers. 
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Figure 2. Age of advisers across years
2
 
4.4 Workplace location 
The majority (84.3%) of advisers came from Queensland, New South Wales and Victoria. Queensland 
had the greatest representation with 36.6% of advisers listing this as their state.  
 
Figure 3. State of workplace across years
3
 
                                                          
2
 In 2002, the first two categories were combined as ‘under 40’. 
3
 In 2005 participants were asked to select the city they work in with the options being the capital cities of each 
state/territory. The remainder of responses (13%) selected ‘other’. Of these most reported regional towns in Queensland 
or New South Wales.   
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4.5 Professional role 
Financial planner/adviser was the most commonly reported professional role with 66.5% of advisers 
identifying this as their role. This was followed by wealth adviser (19%). Other responses provided 
for this question included stockbroker and philanthropy specialists.  
 
Figure 4. Professional role 2014/15 
  
0% 10% 20% 30% 40% 50% 60% 70%
Other
Private banker
Family office adviser
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Tax adviser
Accountant
Lawyer
Wealth adviser
Financial planner/adviser
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5.0 FINDINGS 
5.1 High-net-worth client business 
The following section describes the client base of the advisers in the study.  
For most advisers, less than 20% of their client base could be considered high-net-worth (i.e. clients 
with at least AUD$1.2 million4 in investable assets, excluding primary residences). Interestingly, 
slightly more female advisers specified that over 80% of their clients were high-net-worth (21.2% vs. 
15.8%). This is also a different pattern compared to 2008 where the spread of percentages was more 
even with most advisers having between 51% and 80% of their clients considered HNW. This may, in 
part, be due to the definitional change that occurred this year.  
 
Figure 5. Current percentage of client base considered high-net-worth
5
 
In terms of the number of high-net-worth clients advised in the past year, the most common 
response was less than 20.  More than half of males (52.2%) and females (60.4%) advised less than 
20 HNW clients in the past year. Only 6.4% of males and 5.7% of females advised more than 80 HNW 
clients in the past year. 
5.1.1 Percentage of HNW clients with whom you have discussed philanthropy  
Most advisers (63.2%) have discussed philanthropy with 10% or fewer of their HNW clients, with 
25.3% of advisers not discussing philanthropy with any of their clients. This has however decreased 
from 2008 where more than half of advisers had not discussed philanthropy with any of their HNW 
clients (see Figure 6). Some 54.7% of female advisers had discussed philanthropy with 10% or fewer 
of their clients, compared to 66.9% of male advisers. More than 11% of female advisers had 
                                                          
4
 In 2002, high-net-worth was defined as a net worth of $2 million or more or an annual income in excess of $500,000. 
5
 This question was not asked in 2002 or 2005. 
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discussed philanthropy with more than 80% of their HNW clients (compared to 8.3% of male 
advisers).  
In 2005, 55% of advisers had discussed philanthropy with 10% or fewer of their clients, while in 
2002, 25% of advisers had discussed philanthropy with 10% or fewer clients. However, almost 19% 
of these had not discussed philanthropy with any of their HNW clients.  
 
Figure 6. Percentage of HNW clients with whom you have discussed philanthropy 
5.1.2 Who brings up the topic of philanthropy? 
When philanthropy is discussed, it was most common for the adviser to raise the topic (46.1% of 
female advisers, 37% of male advisers). About 50/50 was the second most common response with 
23.4% of all advisers selecting this option.  
 
Figure 7. Who brings up the topic of philanthropy? 
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5.1.3 Have you personally developed a strategy for a client interested in philanthropy? 
In 2014/15 around 30% of female advisers and 27.3% of male advisers have personally developed a 
philanthropic strategy for a client. However, 31.3% of all advisers in 2014/15 did not expect this to 
come up with their clients.  
 
Figure 8. Have you personally developed a philanthropic strategy? 
When asked to expand on developing a strategy, advisers expanded on who they would refer the 
client on to as well and their general structure to providing philanthropic advice. There were 
however three distinct themes which emerged: 
1. Individuals not wanting to be involved in philanthropy 
Australian companies and individuals are not philanthropic minded. They are mainly 
concerned about maximising their own wealth. 
Clients really have been conditioned not to think to donate. Clients do not trust the 
donating process. Fees from trustee companies are still way too high. 
2. Their own giving 
I am personally involved in an number of charitable causes. While I believe in helping 
those less fortunate than myself I don’t expect others to feel that way. Philanthropy 
is a very private issue in my mind. 
I believe that one has to ‘walk the talk’. So to be aware of the complexities of 
assisting clients with their philanthropic goals one has to first develop, implement 
and review one’s own strategy. 
I have personally established a PAF for my family’s future giving and I have 
deliberately done all of the setting up myself so that I am familiar with the process 
and timelines. This experience I can use with clients. 
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3. The beneficiaries 
It follows as an adjunct to their deep seated concerns as regards the future of their 
wealth and the relationship their beneficiaries have to wealth as a whole. 
My firm has set up 15 to 20 Private Ancillary Funds for clients. We often act as 
Responsible Person for the PAFs as well. We also work with every client on their 
estate planning, and ensure we have a strong discussion on to whom they leave their 
estate - the Buffett approach of leaving your kids enough to do anything but not 
enough to do nothing. Increasingly I see clients concerned about this, and very keen 
to leave some part of their estate to NFP organisations/projects. In fact I feel a sense 
of failure if a client leaves 100% of their estate to their children with no consideration 
for charitable causes. But in many cases I need to be the catalyst for this happening. 
Often the reason for giving is more a concern over leaving their children too much - 
whatever the motivation, I'm more focused on the result. 
With intergenerational Wealth transfers there is too much money to be given 
unfettered to the children. Therefore it is important for the Founder or Controller of 
the Wealth to designate his /her Legacy and around that a plan for philanthropy. It is 
also a means of educating heirs in their responsibilities and attitudes around money. 
5.1.4 Philanthropic mechanisms used 
Bequests or trusts implemented on death are the most commonly reported philanthropic 
mechanism used by more than 5% of HNW clients for nearly half of all advisers (47.2%) (see Figure 
9). This was the largest mechanism used for both males and female advisers (with 46.6% and 52.2% 
of male and female advisers having more than 5% of their client base using a bequest or trust 
implemented on death, respectively). This pattern is consistent with previous years.  
 
Figure 9. Percentage of advisers with more than 5% of their HNW clients using selected philanthropic mechanisms 
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5.1.5 Summary 
Similar to previous years, most advisers are discussing philanthropy with less than 10% of their high-
net-worth clients. A little over one quarter of advisers have personally developed a philanthropic 
strategy for at least one HNW client, while nearly one-third of all advisers surveyed do not expect 
the topic to arise. Furthermore, when philanthropy is discussed, advisers tend to raise the topic first. 
So why are advisers not raising the topic more often? Is it that they are not interested or feel unable 
to provide advice or is it that their HNW clients simply do not want to discuss philanthropy? 
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5.2 Advisers’ attitudes regarding philanthropy 
In order to determine the adviser’s interest in providing philanthropic advice, it was important to 
gain an understanding of their personal beliefs in this area. They were asked to indicate their level of 
agreement with a series of statements about their own beliefs and values regarding philanthropy.  
Three-quarters of all advisers in 2014/15 viewed philanthropy positively. This is a decrease from 
2008 where 93.1% of advisers viewed philanthropy positively. There was a difference between 
genders with 73.4% of males and 83% of females either agreeing or strongly agreeing that they view 
philanthropy positively.  
 
Figure 10. Extent of agreement to the statement: ‘I view philanthropy positively’ 
Some 70.4% of all advisers believed that being philanthropic adds to quality of life. Again, this is a 
slight decrease from 2008 where 76.5% of advisers were in agreement with the statement.  
Some 60.4% of female advisers and 43.6% of male advisers agreed or strongly agreed that they could 
personally afford to be philanthropic. However some 28.2% of males and 22.7% of females did not 
believe they could afford to be philanthropic. In 2008, more than half of all advisers (54.1%) believed 
they could personally afford to be philanthropic (compared to 46.8% in 2014/15) (see Figure 11). 
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Figure 11. Extent of agreement to the statement: ‘I can personally afford to be philanthropic’ 
There was little difference between genders on donating to philanthropy with 74.8% of men and 
77.8% of women either agreeing or strongly agreeing with the statement ‘I donate funds of my own 
to philanthropy’. Overall, 65.5% of all advisers in 2014/15 indicated that they donate funds of their 
own (compared to 72.7% in 2008). 
The mean amount given in the past year in charitable contributions for female advisers was 
$4,200.94 and $8,156.04 for male advisers. Four male advisers donated equal to or greater than 
$100,000 in the past year which may have skewed their mean and the median amount was similar 
for both women and men. Interestingly, the most common response for females ($1,000) was larger 
than the mode for males ($500). However the second most common response for male advisers was 
$1,000.  
Table 1. Measures of central tendency for amount personally given in charitable contributions by gender 
 Males Females Total 
Mean $8,156.04 $4,200.94 $7,223.67 
Median $1,225 $1,100 $1,200 
Mode $500 $1,000 $1,000 
Minimum $0 $0 $0 
Maximum $316,000 $50,000 $316,000 
 
5.2.1 Summary 
Overall, there seems to have been a slight shift in advises’ own attitudes towards philanthropy since 
2008. Fewer advisers indicated that they view philanthropy positively, believe it adds to quality of 
life and can personally afford to be philanthropic.   
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5.3 Why do advisers think people engage in philanthropy? 
Advisers were asked to identify the reasons they believe people engage in philanthropy. The most 
common reason selected was that they ‘care greatly about a particular cause, issue or institution’ 
with 96.5% of respondents selecting this as a reason people engage in philanthropy. ‘Have been 
successful and want to give back’ was the second most common response with 94.1% of advisers 
selecting this as a reason people engage in philanthropy. These two categories were also the most 
commonly reported reasons in 2008.   
 
Figure 12. Why do advisers think people engage in philanthropy? 
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5.4 Why do advisers think people do not engage in philanthropy? 
The most common response from both female and male advisers as to the reasons people do not 
engage in philanthropy was ‘want to pass their money onto their children’ with 74.1% of male 
advisers and 67.9% of female advisers listing this as a reason why they believe people do not engage 
in philanthropy. This was followed by ‘belief that they need the money themselves’ by both genders 
however for female advisers this was on par with ‘don’t think the money will be used wisely by 
charities’.  
 
Figure 13. Why do advisers think people do not engage in philanthropy? 
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5.5 Attitudes and interest in providing philanthropic advice 
With the shift in personal beliefs and values regarding philanthropy, are advisers less keen to deliver 
philanthropic advice to their high-net-worth clients? Advisers were asked to rate the extent to which 
they agreed with several statements examining their attitudes around providing philanthropic advice 
to their high-net-worth clients. 
5.5.1 Perceived client interest in philanthropy 
Overall, most respondents (89.1%) thought that philanthropy was not just for those with assets over 
$5 million (see Figure 14). This differed slightly between men and women with all but one female 
adviser disagreeing with this statement (compared to 13.3% of male advisers). 
 
Figure 14. Percentage of advisers agreeing with the statement: ‘Philanthropy is really only for people with assets over $5 
million’ 
Some 35.2% of advisers believed that with the fluctuating markets, philanthropy will interest clients 
less. This is a decrease from 2008 where 44.6% of advisers supported this opinion.   
Some 64.2% of female advisers and 55.2% of male advisers believed that a client’s interest in 
philanthropy could change over time. Overall, 56% of advisers in 2014/15 believed that a client’s 
interest in philanthropy could change over time (see Figure 15). 
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Figure 15. Percentage of advisers agreeing with the statement: ‘If a client showed low interest in philanthropy, this is 
unlikely to change’ 
Overall, 86.6% of advisers in 2014/15 indicated that they would expect their HNW clients to be 
interested in philanthropy. This is a slight decrease from 2008 where 91.8% of advisers expected 
their HNW clients to be interested in philanthropy. Male advisers were slightly more likely to 
indicate that they do not expect their HNW clients to be interested in philanthropy than female 
advisers (14.4% and 9.6%, respectively). 
 
Figure 16. Percentage of advisers agreeing with the statement: ‘I do not expect my HNW clients to be interested in 
philanthropy’ 
Overall, 15.4% of female advisers and 23.9% of male advisers are concerned that raising the topic of 
philanthropy might damage the client relationship. This has increased from 2008 where just 10.5% 
of all advisers had this concern (see Figure 17). 
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Figure 17. Extent of agreement with the statement: ‘I am concerned that raising the topic of philanthropy might damage 
the client relationship’ 
5.5.2 Advisers’ interest in discussing philanthropy 
Male advisers were less interested than female advisers in discussing philanthropy with their HNW 
clients (22.4% compared to 15.7%). Overall, 21% of advisers in 2014/15 had no interest, an increase 
from 2008 where only 6% had no interest. Furthermore, 78/1% of advisers disagreed that they were 
not interested in discussing philanthropy compared to 58.8% of advisers in 2014/15.  
 
Figure 18. Extent of agreement to the statement: ‘I have no interest in discussing philanthropy with my HNW clients’ 
When asked the reverse question, 69.2% of female and 57% of male advisers indicated that they 
were either interested or extremely interested in providing philanthropic advice to clients. Overall 
51.3% of 2014/15 advisers indicated a desire to discuss philanthropy with their clients (compared to 
64.6% in 2008). 
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Slightly more female (51%) than male (45.1%) advisers indicated that they were motivated to 
provide philanthropic advice to clients. Overall, just under half of all advisers in 2014/15 (46.3%) 
specified that they were motivated to provide philanthropic advice to clients compared to 61.7% of 
advisers in 2008. 
 
Figure 19. Extent of agreement to the statement: ‘I am motivated to provide my HNW clients with philanthropic advice’ 
5.5.3 Summary 
There seems to be a decrease in the desire to discuss philanthropy with high-net-worth clients since 
2008. Furthermore, advisers seem more cautious about mentioning philanthropy as more believe 
that their HNW clients will not be interested and they are more concerned about damaging the 
client relationship by bringing up philanthropy. There does seem to be a slight gender difference 
here with female advisers expecting clients to be interested more than male advisers and their own 
interest in providing advice in this area also appears greater than male advisers.  
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5.6 Advisers’ motivations 
Respondents were asked to rate the importance of various motivations to provide philanthropic 
advice to HNW clients. The order of the motivations was virtually identical between genders with 
slightly more men rating ‘people can find satisfaction in giving’ important than ‘people can make a 
difference by giving’ (78.2% vs. 78.8%). Overall, women were more likely to rate all the motivations 
as important compared to men.  
Some of the ‘other’ motivations were around 
1. Benefiting the local community (“Desire to use my skills and resources available to me to 
make a difference to the community”) 
2. Personal desire/values (“It is in alignment with my personal values”) 
3. Religious/spiritual reasons 
4. Helping others (“It’s the right thing to do”; “genuine concern for others”; “Feeling better 
about oneself in helping others less fortunate”) 
5. Improve own skills (“desire to improve my own skills in giving philanthropic advice through 
experience/practicing which approaches clients respond to most favourably/feel most 
rewarding 
 
 
Figure 20. Percentage of advisers that listed the motivation as either important or very important to them providing 
philanthropic advice 
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5.7 Advisers’ constraints 
The most important constraint for providing philanthropic advice was ‘I’m unsure about how best to 
advise in this area’ (38.8% of all advisers listing this as an important constraint). This was followed by 
‘It’s outside my professional role’ with 25.1% of advisers listing this as an important constraint. This 
is very similar to 2008 where 37.8% listed being unsure about how to advise as either an important 
or very important constraint to them providing HNW clients with philanthropic advice, followed by it 
being outside their professional role (25.6%).  
‘Other’ constraints listed were around: 
1. Lack of knowledge (“have never been involved in this sector so do not know enough about 
it”) 
2. Lack of time 
3. Lack of resources/training (“We are not currently resourced to provide this service to the 
level I feel is needed to put it forward as part of our value proposition”; “Would need 
support and training”) 
4. The client (“Not a reason clients are coming to see me for advice”; “Not raised by client”) 
5. Lack of interest from adviser “I am not interested in it myself and that would flow through in 
my approach to a client. I would only respond with a direct instruction from a client” 
 
Figure 21. Percentage of advisers that listed the constraint as either important or very important to them providing 
philanthropic advice 
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5.8 Advisers’ actions 
With adviser’s personal beliefs regarding philanthropy being slightly more negative in this sample 
and their interest and desire to discuss philanthropy also dropping, have their own actions also 
decreased in 2014/15? The advisers were asked to rate their agreement with a series of statements 
regarding their approach to discussing philanthropy with their high-net-worth clients.  
Overall, 33.9% of advisers agreed or strongly agreed that they are proactive in approaching their 
clients about philanthropy (compared to 35.8% of advisers in 2008). Some 38.6% of advisers are 
likely to raise the topic of philanthropy at a later date, if their client was not currently interested.  
 
Figure 22. Extent of agreement with the statement: ‘I am proactive in approaching my HNW clients about philanthropy’ 
Around half of all advisers indicated that giving philanthropic advice does not usually form part of 
their advice process (see Figure 23). Providing philanthropic advice only forms part of usual practice 
for around 30% of advisers. Furthermore, only 35.6% of all advisers will discuss philanthropy with 
their HNW clients without the client asking about it (a slight decrease from 2008 where 45.7% 
indicated they did not need the client to raise the issue first). 
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Figure 23. Extent of agreement with the statement: ‘Giving HNW clients advice about philanthropy does not usually 
form part of my advice process’ 
5.8.1 Summary 
In terms of actual practice, there does not seem to have been too great a shift in 2014/15 compared 
to 2008. Around 34% of advisers in both 2008 and 2014/15 often ask their high-net-worth clients 
about philanthropy and are proactive in approaching their clients about philanthropy.   
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5.9 How prepared do the advisers think they are to discuss philanthropy 
with their high-net-worth clients? 
As highlighted earlier in section 5.7, many of the constraints preventing advisers from giving 
philanthropic advice were around a lack of knowledge about how to advise clients in this area. To 
investigate this further, advisers were asked a series of questions about how prepared they believe 
they are to discuss philanthropy with their HNW clients.   
Some 34.6% of female advisers indicated that they are well informed or extremely well informed 
about their clients’ philanthropic activities (compared to 17.6% of male advisers). Overall, 52.2% of 
advisers in 2014/15 indicated they were not well informed or not informed at all about their HNW 
client’s philanthropic activities (compared to 40.1% in 2008).  
 
Figure 24. How informed would you describe yourself about your HNW clients’ philanthropic activities? 
Similarly, 34% of female advisers indicated they were either well informed or extremely well 
informed about their clients’ interest in philanthropy (compared to 16.6% of male advisers). Overall, 
nearly half of all advisers surveyed in 2014/15 (47.2%) indicated that they are not informed about 
their HNW clients’ philanthropic interests (compared to 42.6% in 2008) (see Figure 25). 
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Figure 25. How informed would you describe yourself about your HNW clients’ interest in philanthropy? 
Some 32.7% of female advisers and 19.1% of male advisers indicated that they are well informed to 
provide philanthropic assistance to HNW clients (see Figure 26). However, only 3.8% of female 
advisers and 5.5% of male advisers, indicated that they were extremely well informed suggesting 
that this area could be improved. Overall, 41.8% of 2014/15 advisers indicated that they were not 
informed about providing assistance with philanthropy to their HNW clients (compared to 33.6% in 
2008). 
 
Figure 26. How informed would you describe yourself about providing assistance to HNW clients in relation to their 
philanthropy? 
Some 39.7% of all advisers indicated that they do lack skills and knowledge when it comes to 
providing philanthropic advice (compared to 35.1% in 2008). There was very little difference 
between genders with 40.4% of female advisers and 40% of male advisers indicating that they lack 
skills and knowledge in this area.   
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Figure 27. Extent of agreement with the statement: ‘I lack the skills and knowledge to advise my HNW clients on 
philanthropic matters’ 
5.9.1 Summary 
Around half of all advisers in 2014/15 indicated that they were not well informed about their client’s 
philanthropic activities or interests, an increase from 2008 where around 40% indicated that they 
were not well informed.  Less than 4% of female advisers and around 5% of male advisers believed 
they are well informed to provide philanthropic assistance. However there was a smaller difference 
between years and no difference between genders on agreement with the statement ‘I lack the skills 
and knowledge to advise my HNW clients on philanthropic matters’.   
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5.10 Resources 
In order to increase the skills and knowledge of advisers around philanthropy, advisers were asked 
about the resources they would like and the focus of these resources. 
The most useful resources identified by the advisers were ‘information packs or guides’ with 70.6% 
of all advisers listing this as a useful resource, followed by ‘case studies’ (69.1%) and ‘formal training 
and development sessions’ (53.2%). More female advisers than male advisers specified formal 
training, and access to professional networks as useful resources , while male advisers were more 
likely to identify advise from peers and sample documents than female advisers.  
‘Other’ responses that were provided included: 
 “A group information session with a panel of PAF clients sharing their experiences” 
 “A simple solution to set up a philanthropic trust” 
 “Charity transparency and accountability” 
 “General knowledge of the charitable sector” 
 “Licensees need to consider philanthropy as an important part of their client value 
proposition” 
 “Modelling/decision making tools to use with clients/ client feedback on process 
 “Some sort of psychometric that helped people understand their passions. This would then 
assist in matching them up with a particular cause” 
 
Figure 28. Useful resources 
Some 71.7% of all advisers identified that that they would like resources to focus on options for 
philanthropic structures. For all advisers and female advisers, this was followed by ‘establishing the 
goals and a plan for philanthropic giving’ (60.6% of all 2014/15 advisers, 62.3% of female advisers); 
however resources focusing on recent developments in philanthropic giving was the second most 
reported focus for male advisers (67.9%).   
0% 20% 40% 60% 80%
Sample documents
Advice from peers
Access to professional networks to share
advice and resources
Formal training and development sessions
Case studies
Information packs or guides
  39  
  February 2016 
 
Figure 29. Focus of resources  
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5.11 Support from organisation and professional association 
Respondents were asked a series of questions about the support they receive from their 
professional association and organisation in relation to providing philanthropic advice.  
5.11.1 Support from professional association 
More than half of all female advisers indicated that their professional association supports the idea 
of providing their clients with philanthropic advice, compared to 37.8% of male advisers. Overall, 
41.5% of advisers indicated they had the support of their professional association. However more 
than 20% indicated they don’t have the support from their professional association.  
 
Figure 30. Extent of agreement with the statement: ‘My professional association supports the idea of providing advice to 
clients about their philanthropy’ 
Some 26.9% of female advisers agreed or strongly agreed that they were assisted by their 
professional association, compared to 20.9% of male advisers. Interestingly, 39% of all advisers did 
not feel that their professional association assists them in this area by providing resources, 
information and other support (see Figure 31).  
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Figure 31. Extent of agreement with the statement: ‘My professional association assists me to advise in this area by 
providing resources, information and other support’ 
5.11.2 Support from organisation 
There was a small difference between genders on the number of advisers agreeing or strongly 
agreeing that it’s easy to locate philanthropic experts in their organisation (46.2% of female advisers 
compared to 39.2% of male advisers agreed that it was easy to locate experts on philanthropy  in 
their organisation). Overall around 40% of all advisers indicated that they could find philanthropic 
experts in their organisation (see Figure 32).  
 
Figure 32. Extent of agreement with the statement: ‘It’s easy to locate experts in philanthropy in my organisation’ 
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There was also little difference between male and female advisers on the extent to which they 
agreed that philanthropic advice is discussed from the beginning of the relationship in their 
organisation with 23.8% of male advisers and 17.3% of female advisers agreeing or strongly agreeing 
that it is discussed from the start of the relationship. Interestingly however, only 1.9% of female 
advisers strongly agreed to this statement compared to 8.9% of male advisers. Overall, 22% of 
advisers in 2014/15 agreed or strongly agreed that advisers in their organisation discuss 
philanthropic interests with their HNW clients from the beginning of the relationship, compared to 
19.6% of advisers in 2008.  
 
Figure 33. Extent of agreement with the statement: ‘In my organisation, advisers discuss philanthropic interests with 
their HNW clients from the beginning of the relationship’ 
Again, a greater proportion of female advisers (44.2%) compared to male advisers (31.5%) agreed or 
strongly agreed that, in their organisation, it is accepted that advisers discuss philanthropy with their 
high-net-worth clients.  Furthermore, only 15.4% of female advisers indicated that it was not 
accepted in their organisation (compared to 33.5% of male advisers). Overall, 33.7% of advisers in 
2014/15 indicated that discussing philanthropy with their HNW clients is accepted in their 
organisation (compared to 43.3% in 2008). 
A larger percentage of advisers in 2014/15 identified that there is no real support in the organisation 
for advisers wanting to discuss philanthropy with their high-net-worth clients compared to advisers 
in 2008 (30.5% and 21.6%, respectively) (see Figure 34). 
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Figure 34. Extent of agreement with the statement: ‘There is no real support in this organisation for advisers wanting to 
discuss philanthropy with their HNW clients’ 
5.11.3 Summary 
Results were mixed when it came to the support from the advisers’ organisations and professional 
associations. Most advisers indicated that they do not have the support from their professional 
association to discuss philanthropy. Conversely, only 39% do not receive assistance in the form of 
resources, information and other support from the professional association.  
Around 60% of all advisers indicated that it was difficult to find experts in their organisation and only 
22% agreed that advisers discuss philanthropy from the beginning of the relationship (although this 
has increased slightly from 19.6% in 2008). A third of advisers indicated that discussing philanthropy 
is accepted in their organisation but this has decreased from more than 40% in 2008. Furthermore, 
around 30% of advisers indicated that there is no real support for advisers wanting to discuss 
philanthropy (compared to 22% in 2008).  
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6.0 CONCLUSION 
This is the fourth study conducted by the Australian Centre for Philanthropy and Nonprofit Studies 
on professional advisers’ beliefs and practices around providing philanthropic advice to their high-
net-worth clients.  
This year, a slight shift away from philanthropy is evident with fewer advisers viewing philanthropy 
positively and desiring to discuss philanthropy with their high-net-worth clients. A slight gender 
difference also emerged with female advisers seemingly more open and interested than male 
advisers to approach this subject.  
As with previous years, the major constraint identified in providing philanthropic advice was around 
being unsure how best to advise in this area, with only 5% of advisers believing they are well 
informed to provide assistance. Information packs or guides were highlighted as the most useful 
type of resource and most advisers wanted these to focus on options for philanthropic structures. 
Support from the organisation and professional association was another perceived barrier with most 
advisers indicating they do not have the support from their professional association and only a third 
of advisers stated that it was acceptable practice in their organisation.  
These attitudes and beliefs have not yet made their way into practice with around 34% of advisers in 
both 2008 and 2014/15 indicating that they often ask their high-net-worth clients about 
philanthropy. 
This study suggests that there may be a slight shift away from advising high-net-worth clients on 
philanthropic matters. It also highlights the lack of organisational and professional association 
support and the feeling of many advisers that they do not have the expertise to advise in this area. 
As philanthropy is primarily raised by the adviser not the client, it may be important that 
organisations and professional associations increase the support and knowledge of advisers to 
increase the confidence and incidence of advisers discussing philanthropy as part of their services 
and relationship with their high-net-worth clients. 
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APPENDIX A: SURVEY QUESTIONS 
This survey forms part of the QUT Business School's ongoing program of research. It is the fourth 
study, since 2002, of Australian professional advisers, undertaken by the Australian Centre for 
Philanthropy and Nonprofit Studies.  
 
You are invited to participate in this project because you are a professional adviser, working with 
clients on issues such as tax, accounting, financial planning, legal matters, estate planning, trusts, 
banking, wealth management or other medium- to long-term financial matters.  
 
You do not need to be interested or involved in philanthropy, nor do you need to have any high-net-
worth clients. High-net-clients are defined here as those with more than $AUD1.2 million in 
investable assets outside primary residences. Philanthropy refers here to financial gifts of some 
substance (subjectively defined by the donor) to charities or nonprofits.  
 
We are seeking your views about philanthropy and about assisting clients to engage in charitable 
giving. There are 23 survey questions, which will take approximately 10 to 15 minutes of your time.  
 
This research may benefit you. An analytical report, available free-of-charge from QUT e-Prints in 
late 2014, will include insights that will help you: 
  
 chart the growth trend in philanthropic advisory services in Australia and overseas 
 benchmark your company's provision of client philanthropic services against broader trends 
in Australia, and 
 identify areas where key resources and support may be developed.   
 
Participation is entirely voluntary, and your decision either way will in no way impact on your 
current or future relationship with QUT. If you agree to participate, you do not have to complete any 
question(s) you are uncomfortable answering. All information will be treated confidentially unless 
required by law. We employ strict University ethical standards for privacy and seek only patterns in 
combined responses. Any data collected as part of this project will be stored securely in line with 
QUT's Management of Research Data policy. Submitting the completed online questionnaire is 
accepted as an indication of your consent to participate in this project.  
 
You are welcome to contact one of the research team members if you have any questions or would 
like to provide feedback about this survey: Stephanie Boldeman, stephanie.boldeman@qut.edu.au 
or (07) 3138 1939; or Dr Wendy Scaife, w.scaife@qut.edu.au or (07) 3138 8051. If you have concerns 
or complaints about the ethical conduct of this project, please contact the QUT Research Ethics Unit 
on (07) 3138 5123 or ethicscontact@qut.edu.au and quote QUT Ethics Approval Number 
1400000262.  
 
Thank you very much for participating in this research project.   
 
In the past year, approximately how many high-net-worth clients have you advised? (clients with at least 
AUD$1.2 million in investable assets, excluding primary residences) 
 0-20 
 21-50 
 51-80 
 Over 80 
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What percentage of your client base could be considered 'high-net-worth' at the moment? 
 0-20% 
 21-50% 
 51-80% 
 over 80% 
Do you agree or disagree with the following statements? 
 Agree Disagree 
Philanthropy is really only for people with assets over $5 million.   
With the fluctuating markets, philanthropy will interest clients less.   
I do not expect my high-net- worth clients to be interested in philanthropy.   
If a client showed low interest in philanthropy, this is unlikely to change   
With what approximate percentage of your high-net-worth clients have you discussed philanthropy? 
 0% 
 1-10% 
 11-40% 
 41-80% 
 over 80% 
When you do discuss philanthropy with a client, how often is the client the one to first raise the topic? 
 Client always raises it first 
 Client generally raises it first 
 About 50/50 
 I generally raise it first 
 I always raise it first 
 Not applicable (I have so few of these discussions) 
Have you personally developed a strategy for a client interested in philanthropy? (Choose one option.) 
 Yes, I have personally developed such a strategy 
 No, but I am confident I could develop a suitable strategy if the need arose 
 No, but others in my firm have 
 No, but I have referred my client to someone outside my firm who could 
 No, this hasn't come up 
Do you have any comments about how you have developed such a strategy? 
 
As far as you know, what percentage of your high-net-worth clients use each of the following? 
 
Less 
than 
5% 
5-10% 11-20% 21-30% 31-50% 
Over 
50% 
Private Ancillary Fund (PAF) or charitable 
trust governed by trustees 
      
Donor-advised fund, including with a 
community foundation 
      
Trust company, e.g. ANZ Trustees, Perpetual 
Trustees 
      
Bequest or trust implemented on death       
How informed would you describe yourself about your high-net-worth clients' philanthropic activities? 
Not informed at all 
Not very well 
informed 
Somewhat informed Well informed 
Extremely well 
informed 
     
How informed would you describe yourself about your high-net-worth clients' interest in philanthropy? 
Not informed at all 
Not very well 
informed 
Somewhat informed Well informed 
Extremely well 
informed 
     
In your opinion, what are the key reasons people engage in philanthropy? (Indicate all that apply.) 
 Want to improve their community 
 Care greatly about a particular cause, issue or institution 
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 Want to create a legacy 
 Want to shape their public image 
 Want to influence the values of their children 
 Have no or few family 
 Have already looked after personal and family needs 
 Have been successful and want to give back 
 Have religious or spiritual motivations 
 Other - please specify …. 
In your opinion, what are the key reasons people DO NOT engage in philanthropy? (Indicate all that 
apply.) 
 Belief that they need the money themselves 
 Want to pass their money onto their children 
 Haven't really thought about it, e.g. may be too busy 
 Underestimate their financial capacity 
 Unsure or undecided about how to do this, e.g. may be undecided what to do 
 Don't think their money will be used wisely by charities 
 Other - please specify …. 
How important is each of the following motivations for you (personally) providing high-net- worth clients 
with advice about philanthropy - whether or not you do so at the moment? 
 
Not very 
important 
Somewhat 
important 
Neither 
important nor 
unimportant 
Important 
Very 
important 
Providing this kind of advice should 
be part of our overall service 
     
By planning wisely, philanthropic 
giving can reduce taxes 
     
People can find a lot of satisfaction in 
giving 
     
People can make a difference by 
giving 
     
My client may have limited family 
ties or no obvious beneficiaries 
     
Members of my profession can add 
value to clients in this area 
     
Other motivation - please rate on the 
scale to the right 
     
What was the 'other' motivation you indicated in the question above? 
 
How important are each of the following constraints for you (personally) providing advice to high-net-
worth clients about philanthropy? 
 
Not very 
important 
Somewhat 
important 
Neither 
important nor 
unimportant 
Important 
Very 
important 
It's outside my professional role      
I'm unsure about how best to advise 
in this area 
     
There is little financial incentive for 
me to do so 
     
Clients may react negatively      
Other - please rate on the scale to 
the right 
     
What was the 'other' constraint you indicated in the question above? 
 
Which of the following resources would be useful for you personally in assisting high-net-worth clients 
with philanthropy? (Indicate all that apply.) 
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 Information packs or guides 
 Sample documents 
 Case studies 
 Advice from peers 
 Access to professional networks to share advice or resources 
 Formal training and development sessions 
 Other - please specify …. 
Are there any particular aspects of philanthropy that these resources should focus on? (Indicate all that 
apply.) 
 Recent developments in philanthropic giving 
 Options for philanthropic structures 
 Establishing the goals and a plan for philanthropic giving 
 Assessing the impact of a charitable donation 
 Investing in social ventures 
 How to deal with perceived or actual conflicts of interest 
 Other - please specify …. 
How informed would you describe yourself about providing assistance to high-net-worth clients in 
relation to their philanthropy? 
Not informed at all 
Not very well 
informed 
Somewhat informed Well informed 
Extremely well 
informed 
     
To what extent are you personally interested in providing advice to high-net-worth clients about their 
philanthropy, whether or not you currently do so? 
Not at all interested Not very interested 
Somewhat 
interested 
Interested Extremely interested 
     
To what extent do you agree with each of the following statements? 
 
Strongly 
agree 
Agree 
Neither agree 
nor disagree 
Disagree 
Strongly 
disagree 
I often ask my high-net-worth clients about 
their philanthropic needs 
     
I view philanthropy positively      
I can personally afford to be philanthropic      
My professional association supports the 
idea of providing advice to clients about 
their philanthropy 
     
I am proactive in approaching my high-net- 
worth clients about their philanthropy 
     
I personally believe that being philanthropic 
adds to quality of life 
     
If my client is not currently interested in 
philanthropy, I am likely to raise the issue 
later as things may have changed 
     
I am concerned that raising the topic of 
philanthropy might damage the client 
relationship 
     
I donate funds of my own to philanthropy      
I have a desire to discuss philanthropy with 
my high-net-worth clients 
     
I am motivated to provide my high-net-
worth clients with philanthropic advice 
     
It's easy to locate experts on philanthropy in 
my organisation 
     
Giving high-net-worth clients advice about 
philanthropy does not usually form part of 
my advice process 
     
  53  
  February 2016 
I have no interest in discussing philanthropy 
with my high-net-worth clients 
     
I lack the skills and knowledge to advise my 
high-net-worth clients on philanthropic 
matters 
     
In my organisation, advisers discuss 
philanthropic interests with their high-net-
worth clients from the beginning of the 
relationship 
     
I don't discuss the issue of philanthropy with 
my high-net-worth clients unless they ask 
about it 
     
In this organisation, it is accepted that 
advisers discuss philanthropy with their 
high-net-worth clients 
     
There is no real support in this organisation 
for advisers wanting to discuss philanthropy 
with their high-net-worth clients 
     
My professional association assists me to 
advise in this area by providing resources, 
information and other support 
     
Finally, some demographic information: 
Your gender? 
 Female 
 Male 
Your age group? 
 Under 30 years 
 30-39  
 40-49 
 50-59 
 60-69 
 Over 70 years 
What is the location of your own office or workplace within Australia? 
Please enter the postcode 
 
In the past year, how much have you given in charitable contributions? (If none, please enter '0'.) 
$ AUD - please enter a dollar figure 
 
Which category or categories best describes your professional role? (Indicate all that apply.) 
 Financial Planner/ Financial Adviser 
 Private Banker 
 Accountant 
 Lawyer 
 Family Office Adviser 
 Wealth Adviser 
 Estate Planner 
 Tax Adviser 
 Other - please specify …. 
 
